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Abstract 
The current study was conducted in order to find out any relationship between National and Multinational brands 
and health care consultant preferences. For this purpose data was obtained from four different hospitals in 
Distract Bannu .Two hospital belong to private sector that are Shah Medical Complex (SMC) and Amjad child 
and mother health care center(ACMHCS) .And two public sector government hospitals namely Distract 
headquarter hospital for children (DHQ) and Khalifa Gul Nawaz Teaching Hospital (KGNTH).conveniouse 
sampling method was applied to select appropriate number of Health care consultants in  pediaratics  department. 
Information was collected through primary data and for this purpose a well structured questioners was designed. 
Total number of 160 Questioners were distributed among all the selected hospitals and receive 129 in response. 
Of these 129 respondents some of the questioners were not filled properly. Finally we select 120 questioners .In 
order to check relationship of health care consultant’s preferences with different Multinational and national 
brands we applied Chi- Square test. the results obtain from research shows that  there is significant association 
between health care consultants preferences and prices and quality of the product .At the same time the 
relationship between Health care consultants and Frequent visits of Medical representatives, efficacy, country of 
the origin, government polices are also important. 
Keywords: Health  Care consultants,  Multinational and National Brands, HCC Preferences. 
 
1. Background of the study 
In the developing nation the basic amenities of life e.g. health, Education, safety, employment, old age benefits, 
developmental plans and other necessities of life in the responsibility of state government. Almost in all 
developing nation these basic ingredients of life become at lowest level because of government unfriendly 
policies, greed of politician, democratic roles but following titular behaviors and other major flaws. Among all of 
the above basic requirement of life health facilities must be at the top. Because an healthy nation is the sing of 
progress and prosperity for any country. In this prospective the role of pharmaceutical department plays an 
important role. In Pakistan the pharmaceutical industry is increasing their share in nations growth while at the 
same time crumbling against major disease with rocket flying rate. That is the reason that today in Pakistan. 
More than 530 pharmaceutical plants are in working although the condition of country is trouble some because 
of energy crises corruption low infrastructure, lack of good governance. Out of the 530 companies 30 are 
handled by multinational group. 
Rochan and gurwitz (1998) says that all magician are consist of chemicals if it is not used by advice of experts 
that why prescription by qualified doctor’s and relaying on the advice of these are now growing concept in 
developing nations particularly Pakistan. But before prescribing any medicine to end user there are different 
factor which may be kept in mind by the health care consultants. And these are the relative prices of different 
products, brand availability - end user response and efficacy as well as services accompanied with brand, 
government polices and visits of product expert representatives (PER)  
1.1 Scope of the Study:-  
This study will be beneficial for health consultants and pharmaceutical companies to know about their brand 
preference by expert in the filed of pediatrics, segment because the customer purchase products on behalf of their 
prescription. As the end user have very limited lore in direct purchase behavior because of limitation of time as 
well as low knowledge. 
1.3 Research Question 
Today almost al manufacturing companies offer different packages to doctor in order to prescribe their product 
as a marketing strategy in this growing competitive edge. We will answer the questioning this in this regard. And 
our research questions are 
1. Is doctor’s prescribed (MN/NA) brand because of its efficacy? 
2. Is doctor’s prescribed these different brands because of price. 
3. Is doctor’s prescribed different brand because of side effect of the product & patient life? 
4. Is doctor’s prescribing these brands because of the origin of its manufacturing. 
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5. Is doctor’s prescribed these brands because of easy availabity in the market.   
1.4 Important of the study 
This study is quite unique in nature because of the fact that all most our southern region e.g. Miran shah, Mir Ali 
and Dosli lacks of health facilities particularly for kids for this purpose they come to Bannu district for treatment 
of their kids at Bannu comparably are a having basic necessities of life and health. For this purpose we select 4 
hospitals 2 private sector and 2 government sectors. This research will through light on relation ship between 
consultants preferences and other factor’s that are describe earlier. And marketing companies will gives 
dimension to their strategy.   
Objective of the study 
 The main objective of the study is as;  
1. To find out relationship between consultant prescription preferences e.g. (quality, price, efficacy, 
availability. Motivation (Hygiene) factor and services as well as origin of particular product 
country) in pediatrics hospitals to national and multinational brands. 
2. Is there any role played by doctor’s professionals. Marketing representative in promotion of their 
products. 
3. To emphasize on the factor’s of effect ion of professional preferences of multinational an national 
brands depending on price and quality. 
4. To recommend and suggest different strategies on research finding of the study. 
1.5 Limitation of the study 
There are certain limitations in this study in order to find solid information about the study. As this study is 
limited to health care consultants serving in the field of pediatrics because of time constraints we select only 4 
hospitals. Distract hospital for children and shah medical complex as well as Amjad child & women health care 
center and district headquarter / khalifa Gul Nawaz hospital. 
                                                                                                                                                                  
  
2. Litrature Review 
According to chetley (1993) says that almost every where in developing countries cost associates to the product 
plays an important role in consultant prescription of multinational or national brands. As if poor’s have no 
enough amount to buy multinational product how he can prescribe multinational brands. Jones et al. (1996) 
conclude that in professional prescription of different product the role of sales representative is very important, if 
the representative frequently visit to the health care consultants and told him about the product features like 
availability, safety, efficacy and other benefits associates to the product. It will make good image of product in 
the eyes of doctor’s. While at the same time the availability of particular brand in the market also play an 
important role in prescribing different brands by health care consultants. 
According to trape & lesson (1996) the health care consultant play role of trainer of future prescriber. 
Dukes (1998) he says that drug therapy should not be taken lightly because the end user must be kept in mind 
before the final prescription, if end users are not able to purchase particular brand. What is the benefit of that 
product having no customers. 
Togonl & Laporate (1993) that quality is the best practice in order to increase sells an take attention of health 
care prescriber because the end user want satisfaction and it may be full fill only if it is accompanied by designed 
results e.g. end of the disease. But this practice is mostly applied in developed nations where as in developing 
countries its depend on circumstances. 
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3. Research Methodology 
3.1 Universe of the Study 
Since the study is concerned with the preferences of health care consultants regarding the use of national and 
multinational brands, so all health care consultants serving in the purposively selected public sector hospitals at 
Bannu was considered as universe of the population. Further, through convenience sampling technique instead of 
obtaining the information from all health care consultants only health care consultants serving in pediatrics 
wards have been focused in the purposively selected hospitals. Thus the sampling is confined to specific type of 
healthcare consultants. The reason for it is that the key opinion leaders of the pediatrics were easily available for 
delivering information unlike other specialties. It is important to mention that the study in hand includes only 
public sector hospital and not private hospital which selected through purposive sampling method. 
3.2 Variables of the Study 
In order to check the perceptions of healthcare consultants regarding the use of national and multinational brands, 
different variables were considered. It included, various brands like iron therapy, antibiotics, multivitamins, 
antiemetic and calcium in terms of price, efficacy, services, regular visits, country of region, government rules 
and regulations as independent variables. Similarly, the health care consultants’ prescriptions preferences for 
multinational and local brands were considered variables in Pediatrics. All these variables were qualitative in 
nature and measured through a Liker scale. 
3.3 Date Collection 
The present study is based on the primary data which were collected through a well designed questionnaire 
covering all aspects of the study objectives. The questionnaire was pre-tested and modified accordingly to ensure 
its reliability and validity. It is important to mention that the primary data were collected during 2010-11. 
similarly, where needed, secondary data was utilized that were taken from the published source like internet, 
research publications, journals, magazines, books and other printed materials of the mentioned hospitals. 
3.4 Hypothesis of the Study 
This study consist of different Hypothesis which are describe as; 
H0; There is no significant relationship between Prices, Efficacy, Side effect, Services and Quality  of Different 
products of MN/NA related to pediatrics and healthcare consultant preferences. 
H1; There is  significant relationship between Price, Efficacy, Side effect, Services and Quality of Different 
products of MN/NA related to pediatrics and healthcare consultant preferences. 
3.5  Data analysis 
All the collected data was analyzed through (SPSS) statistical package for social sciences version ,17.The results 
were presented as percentages and counting. In order to measure the variables validity BI Variant method was 
applied in order to find any relation between the variables and health care consultants preferences about the 
products of national and multinational brands. While for checking any relationship between the different factors 
like efficacy, price, quality, side effects and country of origin as well as frequent visits of representatives with 
health care preferences i use Chi Square. 
 
4.Results and Discussion 
Table 4.1 shows the results about frequency distribution about various factors associated with health care 
consultants preferences. It is evident from the table that prescription about the antibiotic  for children on behalf 
of efficacy of the product is prescribed by almost every one hospital. And the percentage ratio for antibiotic 
preferences by professionals at pediaratic ward shows the result of 70% along with other factor that are most 
important are Price associated with product .the percentage results for price consideration with suggesting 
Antibiotics is19% while rest of the option is almost negligable.when question related to early health recovery 
was analyses .the result shows that almost all medical professionals refer multination products in form of Milk 
for children’s in order to cover early health problems and the percentage results are 75% for origin of country in 
order to satisfy the need of the heath care professional .in the same result associated with early heath recovery 
prescription the second major and important role is played by price and representative visits that is 9.0% and 
7.5% respectively. Fewer of them shows positive association with  government regulation related to products. In 
case of multi vitamins heath care consultants preferences shows that they are primarily associated with the brand 
and product quality as in this stage of life no compromise about health of children can be taken. Their first 
priority is quality with 88% and than price as second choice 7%. As Pakistan is devolving country and most of 
the patients belong to for flung area and they have lack of resources in term of monetary as well as social. That is 
the reason the price consideration for poor people are kept in mind and play an important role in prescription of 
product related to multi vitamins 
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Table 4.1 Frequency distribution Representing Heath Care Preferences’ about Multinational and 
National Brands in term of various attributes  
 
Table 4.2  Frequency distribution Representing Heath Care Preferences’ about Multinational and 
National Brands in term of  availability of  products 
Option Multi vitamins Early day 
treatment 
Antibiotics Iron deficiency 
control 
MNCs 69(65.33%) 51(43.98%) 45.45(39.99%) 35.39(29.66%) 
NCs 51(34.66%) 69(56.02%) 74.55(60.01%) 64.28(70.33%) 
Total 120(100) 120(100) 120(100) 120(100) 
MNCs=Multinational Companies;       NCs= National Companies 
Table 4.2 describes in detail about the availability of products related to different multinational companies and 
national companies working in Pakistan .In prescribing Multi vitamins to patients by heath care preferences 
shows that total availability of different product in case of multinationals brands associated with Multinational 
companies are 69 that comprises of (65.33%) .because of easy availability and access they don’t compromise on 
quality .hence their first choice are multinational products ( Wood Ward, Warrick, Johnson and Johnson, Merck). 
In case of early day treatment the products like  related to new born children milk necessities as well as in order 
to increase milk in mother most of the product preferences by health care consultants are relaying on local or 
national products. The reason is that in many cases poor suffer a lot in new born children cases that’s why as 
they have no educate resources in order to purchase highly priced medicine. health care consultant try to prefer 
local e.g. national brands in order to support a large community .the percentage results related to MNCs are 51 
that comprises of 943.98%) while nationals companies product are 69 That comprises of( 56.02%) . 
Table 4.3Freqvency distribution of product purchase about knowing the side effects of products 
Always 07(03.99%) 
Often 18(14.12%) 
Occasionally 09(05.55%) 
Seldom 14(09.39%) 
Never 72(65.55%) 
Total 120(100) 
 
Table 4.4 ;Association of Brand Preferences’ with different other Options 
Variables Chi -Square P-Value  
Multi vitamens 6.321 <0.031 Significant 
Early  day treat 3.245 <0.445 Non Significant 
Iron thraphy 3.099 <0.199 Non Significant 
Antibiotic 5.689 <0.055 Significant 
      
5 Conclusion and Recommendations 
After finding the results and analyzing them the following conclusion is drawn; 
1;Mostly drugs are prescribed to the patients keeping in mind the status of the patients. nature of the diseases and 
efficacy of the products. 
2;Health care consultants preferences are motivated by experienced Sales representatives frequent visits and 
strong contacts with the professionals in their field. 
3;Mostly those products are prescribed that have enough market availability. if product described by professional 
are not available in the market and patients feel difficulty in finding different products prescribed by health care 
 
Attributes 
 
Multi vitamins 
 
Early days Treat 
 
Antibiotics 
Efficacy 04(04%) 01(1%) 
70(70%) 
Price 11(11%) 09(9%) 19(19%) 
Quality 75(75%) 10(10%) 02(02%) 
Origin of country 05(5%) 70(70%) 05(05%) 
Services 01(1.00%) 02(02%) 00(00%) 
Product availability 02(2%) 02(2%) 02(02%) 
Representative visits 03(3%) 05(5%) 03(03%) 
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consultants. They don’t like this behavior of company and try to prescribe competitors product in their respective 
range. 
4;Country of origin play an important role in prescribing different products form wide range of products in 
similar group.  
5;sociel factors ,different services offer by companies as well as cognitive dissonance also play an important role 
in influencing health care preferences. 
6;quality is one the important future of products. As in early stage of children when they are in need of  such 
product having highest level of standards  are needed for their survival .here quality of product play an important 
role in covering all other aspect of product. So in many cases health care consultant prefer to prescribe products 
of multinational companies. 
 
Recommendations 
The pharmaceutical companies should follow the strategy of “Quality with cost efficiency”. in order to compete 
with multinational companies local companies should follow the strategy of international standards .that is 
proper training and development programs must be arrange t the employees in order to gain the attention of 
health care consultants. the second important strategy for competing MNCs is make availability of products in 
market as well as price skimming strategy for competition must be implemented. Instead of colorful packaging 
emphasize must be given toward efficacy of the products. Local companies need to minimize any complaints 
about their products. For this purpose Customer relationship management (CRM) must be enhanced. 
Government should impose regulation regarding any un ethical practices by health care consultants as well as by 
Pharmaceutical companies. 
 
LITERATURE CITED 
Adair, R.F., and L.R- Holmgren. 2005. Do drug samples influence resident prescribing behavior? A 
randomized trial Am. J. Med. 1(4): 118-120. 
Ayorru J., and M. Chen. 1982. Accuracy of pharmaceutical advertisements. Medical Journals. Lancet. 361(3): 
27-32. 
Ayom, J-, and R. Hartley. 1982. Scientific versus commercial sources of influence on the 
prescribing behavior of physicians. Am. J. Med. 73(1): 4-8. 
* Barfield.  C.  and  G.  Bridgem  A.  Mark.   1998.   Implications for  Innovation,  Consumer 
Welfare, and Health Policy. Journal of Economic and Political Weekly. 33 (25): 1492 
Barker, R. and M. Darnbrough. 2007. The Role of Pharmaceutical Industry". Journal of Industrial Economics. 48 
(3): 349-369. 
Becker, M.C. and M. Lillimark. 2006. Customer Preferences for multinational brands versus local in 
Pharmaceutical industry references. Journal of Denmark Research Policy 35(1): 105-120. 
Berner, K.L., S. Berner, C. Suzanne, R. Gustavo, A. Crayton, D. Person, and I. Catarina. 2003. Do local 
opinion leaders .augment hospital quality improvement efforts?, Journal of Medical Care. 41(3): 420-431. 
Brownfield, E.D. J.M. Bernhardt. J. L. Phan, M.V. Williams, and R.M. Parker. 2004. Direct-to-consumer drug 
advertisements on network television: an exploration of quantity, frequency, and placement. J Health Commun. 
9:491 - 497. 
Cheng, R., K. Cook. S. Dowman. R. Lawn, J. Leary, and T. Quinn. 2005. Health professionals: how do 
they assess new medicines? Pharm World Sci. 19(3): 27:23. 
Chetley, A. 1993. Problem Drugs Amsterdam, Health Action International, Criteria for 
Medicinal Drug Promotion, World Health Organisation. Endorsed by the 33
rd
 World Health Assembly, May 
1986, Resolution No. WHA21.41. 
Diaz. G.J., G. Palmeiro, E.N. Masid, and I. Casado. 2001. Opinion of primary care physicians from Ourense 
on various features of the pharmaceutical prescription Rev EspSaludPublica. 75:361-73. 
Dukes, M.N.G. 1998. Drug safety- a global partnership. Essential Drug Monitor No 7-Geneva, WHO. Pp. 23-
26. 
Evans, K.R, and R.F. Beltramini. 1986. Physician acquisition of prescription drug information. J. Health 
Care Mark. 6:15-25. 
Gutknecht, D.R. 2001. Evidence-based advertising? A survey of four major journals. J. Am. Board Fam. 
Pract. 14(3): 197-200. 
Haayer, F. 1982. Rational prescribing and sources of information. Soc. Sci. Med. 16(23): 2017-2023. 
Hull, F.M., and T. Marshall. 1987. Sources of information about new drugs and attitudes towards drug 
prescribing: an international study of differences between primary care physicians. Fam Pract. 4:123-128. 
Jones, D. L., K. Kroenkc, and K. Landry. 1996. Cost saving using a stepped-care prescribing protocol for 
Nonsteroidal Anti-inflammatory drugs. J.Am. Med. Asso. 1(2): 926-930. 
European Journal of Business and Management                                                                                                                               www.iiste.org 
ISSN 2222-1905 (Paper) ISSN 2222-2839 (Online) 
Vol.5, No.20, 2013 
 
6 
Jones, M.I., S.M. Greenfield, and C.P. Bradley. 2001. Prescribing new drugs: qualitative study of 
influences on consultants and general practitioners. Br. Med. J. 3(1): 323:378 
Levy, R. 1994. The role and value of pharmaceutical marketing. Arch. Fam. Med. 3(4): 327-332. 
Lexchin, J., 1999. How patient outcomes are reported in advertisements: review of Canadian medical journals. 
Can. Fam. Physician, 45: 1213-1216. 
Lindsey, R. and D.S. West. 1999. "National Pharma care, reference based pricing, and drug R&D'\ Journal of 
Canadian Public Policy. 25(l):865-886. 
This academic article was published by The International Institute for Science, 
Technology and Education (IISTE).  The IISTE is a pioneer in the Open Access 
Publishing service based in the U.S. and Europe.  The aim of the institute is 
Accelerating Global Knowledge Sharing. 
 
More information about the publisher can be found in the IISTE’s homepage:  
http://www.iiste.org 
 
CALL FOR JOURNAL PAPERS 
The IISTE is currently hosting more than 30 peer-reviewed academic journals and 
collaborating with academic institutions around the world.  There’s no deadline for 
submission.  Prospective authors of IISTE journals can find the submission 
instruction on the following page: http://www.iiste.org/journals/   The IISTE 
editorial team promises to the review and publish all the qualified submissions in a 
fast manner. All the journals articles are available online to the readers all over the 
world without financial, legal, or technical barriers other than those inseparable from 
gaining access to the internet itself. Printed version of the journals is also available 
upon request of readers and authors.  
MORE RESOURCES 
Book publication information: http://www.iiste.org/book/ 
Recent conferences:  http://www.iiste.org/conference/ 
IISTE Knowledge Sharing Partners 
EBSCO, Index Copernicus, Ulrich's Periodicals Directory, JournalTOCS, PKP Open 
Archives Harvester, Bielefeld Academic Search Engine, Elektronische 
Zeitschriftenbibliothek EZB, Open J-Gate, OCLC WorldCat, Universe Digtial 
Library , NewJour, Google Scholar 
 
 
